An Index of Articles 





Here's a listing of all the articles that appeared in Electrical Whole- 
saling in 1961. Why not clip it and keep it handy for easy reference 
when you're seeking particular answers to your selling questions? 


Salesmen in Action 


His Planned-Selling System Pays 
Off Feb., p. 40 
Salesman Walter Wood plans his own 
annual sales volume. 


To Sell Lighting: Sharpen Your 
Brain, Not Your Pencil 
How lighting specialist Bill 
tains profitable sales. 


Feb., p. 50 
Clark ob- 


Put Yourself in the Customer’s 

Shoes Mar., p. 60 
This is Graybar salesman Joe Derque’s 
formula for selling the REA’s 


Selling Magnetic Starters 

Relays Against Big Odds 
Rowe Electric’s specialist 
the starter and relay market 

Every Monday: The 60-Mile Rural 

Run June, p. 38 
A scenic trip by John Balfe leads to 
calls on contractors and retail accounts. 


Shirtsleeve Selling July, p. 48 
How Bernie Fromm puts “elbow grease” 
into his work. 


and 
May, p. 42 
succeeds in 


Versatility Is Key for Boosting 

Sales of Electric Heat Aug., p. 34 
Heating specialist Dick Over utilizes the 
assistance of many personnel 


How a Warehouse Manager Sells 

Up Electric Heat Aug., p. 40 
In nine years, R. C. Ladouceur has 
become Gorke’s heating expert 


Selling Country Contractors in a 

Big Way Aug., p. 50 
How a “friendliness first’ approach 
helps Harold Duncan sell successfully 


The Official Sales Trainer Aug., p. 56 


After 35 years with Mill-Power, veteran 
warehouseman William McGinn retires. 


Lighting Suiesman Extraordinaire Oct., p. £6 
Griffith specialist George Hresko often 
departs from the ordinary 

He’s an Import Who’s an Asset  Oct., p.59 
That's Britisher Stan Brooks, now sell- 
ing for a Denver distributor. 

One Product—One Specialist 
Glasco Electric has increased 
sales volume 300%. 


Nov., p. 57 
lighting 


Some Things Never Change Nov., p. 60 
One salesman lists three things that 
have not changed in the industry. 

Keeping Their Salesmen 

On the Move Dec., p. 80 
Henzel-Powers maximizes sales time 


Sales Training 


Grad Gallery: The Third Class Jan., p. 70 
Fifteen graduates are represented in 
EW’s third “20-Hour Electrical Course.” 

There’s Nothing Like Knowledge Feb., p. 72 
Product knowledge is stressed at Gen- 
eral Electric’s school for distributors. 

We Grow Our Own Salesmen Mar., p. 64 
On-the-job training pays off for Glens 
Falls Electric Supply Co. 


20-Hour Electrical Course Mar., p. 66 
A completely new, custom-tailored 
course in electrical self instruction 


Field Training Pays Off in Counter 

Sales Mar., p. 70 
Salesmanship and experience are neces 
sary at Prompt Electrical Supply 


Their Salesmen Are Steering Clear 

of ‘Order-Taking’ May, 0. 44 
How Florance Electric develops indus 
trial account potential 


One Distributor’s College of Elec- 

trical Kn-wledge 
Dominion successfully 
electrical course 

Class of 1961: Grad Gallery May, p. 60 
Brief presentations of 25 graduates of 
EW’s “20-Hour Electrical Course.” 


May, p. 57 
EW’s 


adds to 


20-Hour Electrical Course 
Test 
Test questions 
electrical course. 


July, p. 60 


for EW’s home-study 


The Official Sales Trainer Aug., p. 56 
After 35 years with Mill-Power, veteran 
warehouseman William McGinn retires 


Oct., p. 78 


group of 


Class of 1961: Grad Gallery 
Once again, profiles on a 
electrical certificate winners 

Creating the Future Salesman— 

The “Sales Engineer” Dec., p. 58 
Baldwin-Hall’s new training technique pays 
off in a big way 


Sales Ideas 


A Marketing Plan to Boost Re- 

lighting Sales Jan., p. 61 
Graybar Electric’s program is designed 
to boost modernization profits 


His Planned-Selling System Pays 

Off Feb., p. 40 
Salesman Walter Wood plans his own 
annual sales volume 


This Showroom Is a Sales Booster Feb., p. 54 
A new showroom has enabled Steiner 
Electric to increase sales 


OEMs 

Market 
Loeb Electric puts knowledge, 
ence and service to good use 


Specialization Adds Profits to 

Builder Market Mar., p. 52 
Here’s how Lighting Fixture’s specialist 
boosts residential sales and profits 


Are a Clean and Steady 
Mar., p. 44 
experi- 


They Tailor Equipment for the 
Customer 
Johnson Electric 
solve the problem 


Mar., p. 62 


alters equipment to 


Their Salesmen Are Steering Clear 
of ‘Order-Taking’ 
How Florance Electric 
trial account potential 


Tailoring Tool Sales for the Insti- 

tutions June, p. 42 
How Artcraft's efforts in the tool market 
have paid off. 


Mar. p. 44 


develops indus- 
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Selling “Out of This World” Light- 
ing Jobs July, p. 45 
City Electric’s ingredients for top church 
lighting 
Distributors 
July, p. 68 


an unique electrical 


Electrical-Electronic 
Merge 
The story behind 
electronic combination 


Versatility Is Key for Boosting 

Sales of Electric Heat Aug., p. 34 
Heating specialist Dick Over utilizes the 
assistance of many personnel 


How to Profit on the Fringe Aug., p. 42 
Eight points help Electric Supply build 
volume in a fringe metropolitan market 


Why We're Selling Package 

Kitchens Aug., p. 58 
Everyone benefits through Meletio’s 
distributor-manufacturer marketing pro- 
gram 

Why Specialization At the 

Counter? Oct., p. 60 
Because Electrical Engineering & Equip- 
ment Co. finds it pays off 


We Have Become a Glorified Serv- 

ice Station Oct., p. 62 
Modesto’s Wille Electric keeps pace 
with its big national customers 

You Can Help Contractors Sell 

More House Wiring Oct., p. 66 
Take some pointers from one contract- 
ing firm that knows how to sell up 

Nov., p. 57 
lighting 


One Product—One Specialist 
Glasco Electric has increased 
sales volume 300% 


Selling Christmas Displays Can Be 
Big Business 
How the Hunt Co 
Christmas supply sales 


Nov., p. 64 


grosses 30% on 


Boost to 
Nov., p. 66 
American's 


Incentives Give Sales 
Electric Heat 
An incentive program 


annual sales volume 


Ask: 


aids 


Now Customers ‘What's in 

the Bag?’ Nov., p. 70 
A planned selling program pays off for 
Oakes. 


Lighting 
Nov., p. 80 


Leff's new retail 


Breaking Through the 
Sales Barrier 
That's the aim of H 
lighting operation 


Why They Lighting from 

Supplies Nov., p. 82 
How Universal solved some problems in 
merchandising residential lighting 


Split 


Will Contractors Pay For 
Service? 
Treadway 


Dec., p. 62 
Electric thinks so 


What’s Happened to Sales- 

manship? 
Lament to a 
Sales agent 


Dec., p. 66 


vanishing talent by a veteran 


They Were Sure About 
Electric Heat 
That's why they sell it big 


Dec., p. 68 
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The Personal Approach Proves Small 
Customers Can Be Profitable Dec., p. 74 
Tieman-Hess policy pays off. 
Electric Ceilings: Fading 
Market? 
Possibly, says Rowe Electric. 


Dec., p. 84 


Sales Management 


What Can Be Done About Small 
Orders 
A survey of distributors 
vexing problem. 

The Pricing Problem Can Be 
Solved! Feb., p. 58 
One distributor’s reasoning on realistic 

resale price schedules. 


Feb., p. 43 
regarding a 


Proper Price Sheets Are the First 

Step to Solving Pricing Problems Mar., p. 55 
A common-sense price sheet to stimu- 
late industry thinking. 


Four Branches—No Main House Mar., p. 72 
National Electric has created successful 
“independent” branches 

Market Planning Guidebook 


. Determining Your Market Po- 
tential and Position 


Apr., p. 85 


Apr., p. 86 
Force 
Apr., p. 90 


. Maximizing Your Sales To 
Present and New Accounts 


. Organizing Your Sales 
for Most Efficient Coverage 


Apr., p. 94 


. Pinpointing Ready Product 

Sales Opportunities Apr., p. 106 
A 32-page special report that will assist 
you in determining your market poten- 
tial for both products and customers. 


Self Management Program Brings 

Areas Into Balance Apr., p. 117 
Dauphin revamped its areas and ac- 
counts into realistic and profitable lines. 


Optional Spending — Sliding or 

Surging? May, p. 33 
How distributors view optional spend- 
ing during business slowdowns. 


Cash Discounts—Still a Very Hot 

Subject May, p. 46 
Two distributors speak out on cash dis- 
counts. 


Solving the Problem of Dishonesty May, p. 48 
Security measures reduce losses at Wat- 
son Electric. 

Centralized Quotation Guarantees 

Control May, p. 56 
A quotation department now coordi- 
nates all divisions at Electric Supply. 


Extra Effort Means Greater Sales June, p. 44 
Columbia Electric is successful in satis- 
fying customers and obtaining profits. 


How Close to Your Business 

Should You Be? June, p. 46 
Huntington’s Jack Rosenman believes 
vigilance is the price of fair profit 


Contract Purchasing: Bane or 

Boon? July, p. 37 
An 8-page roundup on how distributors 
view this type of industrial selling 


The Fallacies of Credit... of Debt July, p. 50 
A distributor gives his views on two 
age-old problems 


Their Reason for Growth Aug., p. 37 
A new house, promotions, a speaking 
course and service add up to sales 


Small Business Is A Profession  Sept., p. 84 
A distributor outlines the essentials of 
“elementary knowledge.” 

Gift Giving: Is the Problem Van- 

ishing? Oct., p. 49 
A 14-city survey of 41 distributors turns 
up evidence that it’s on the wane. 
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Solving the Gift Problem Oct., p. 54 
How one distributor turned from com- 
merce to constructivism. 


Incentives Give Sales Boost to 

Electric Heat Nov., p. 66 
An incentive program aids American’s 
annua! sales volume. 


Now Customers Ask: ‘What's in 

the Bag?’ Nov., p. 70 
A planned selling program pays off for 
Oakes. 

Why We Went Interstate Nov., p. 76 
The story behind Braid’s expansion into 
two other states. 


Sales Promotion 


What's the Value of an Electrical 

Leacue? Aug., p. 61 
Chicago distributors help to build a big- 
ger market through their local league. 


Warehousing and Office 
Procedure 


A Charge Plate System That In- 

creases Office Efficiency Feb., p. 52 
All pertinent information about a cus- 
tomer can be seen at a glance. 


This Showroom Is a Sales 

Booster Feb., p. 54 
A new showroom has enabled Steiner 
Electric to increase sales. 

Changing System Adds Service, 

Cuts Cost Mar., p. 56 
Automation equipment at Southern 
Electric speeds billing and bookkeeping. 


Machine-Made Sales Analysis 

Gives Key to Profit Potential Apr., p. 120 
Savasta salesmen get a guide to better 
accounts and profits. 


Making the Most of a New House 

Opening Apr., p. 123 
Timing, showmanship, introduce Fife’s 
new service operation. 


Speeding Up Communications— 

Inside and Out May, p. 39 
Two systems at Revere Electric provide 
faster customer service. 


New House: 30% More Business May, p. 51 
New quarters for Stusser Electric pro- 
vide many improvements. 

Starts at Seven, Ends at Noon 
Southern Electric streamlines 
ures in taking annual inventory. 


Build Up, Trim Down: Get 

More Space and Less Cost June, p. 52 
Charleston Electrical Supply is finding 
ways to increase storage space. 


May, p. 52 
proced- 


New House That Has Everything June, p. 54 
Many work-saving elements are featured 
at Paterson Electric’s operation 

Turning an Old Building Into a 

Showplace July, p. 52 
That’s what Franklin Electric did to 
provide better customer service. 

Automation Without Machines — July, p. 54 
A manual perpetual inventory system at 
Gross gets the job done fast. 


Drop Shipments Do Not Increase - 
Profits Aug., p. 46 
The policy at Central Electric is to 

maintain a large inventory. 

Roden’s New House: Accent on 
Accessibility Oct., p. 68 
Everything at hand, more profits, lower 

insurance are the benefits. 


Move With Potential—Plus Oct., p. 71 
Future planning for expansion is built 
into Ryall Electric’s new house. 


Oct., p. 74 
tailors 


New Facilities Boost Service 
Windsor Electrical Distributors 
operations to customer needs. 


A New House With a New 

Policy Nov., p. 86 
Capitol Light is attempting to obtain 
bigger residential lighting profits. 


Plenty of Room for Growth Dec., p. 72 
That’s the story at Ralph David. 
Space Saving System Gives Tight 
Turnover Control 
Commercial Electric’s new idea. 


A New House With 
Some New Angles 
Swift’s house is full of ideas. 


Dec., p. 76 


Dec., p. 82 


Product and Market Studies 


Annual Outlook and Review 

1. Outlook For Sales, Costs and 
Products Jan., p. 38 
How the overall picture looks for 1961. 


2. Outlook for Products 
Applications Jan., p. 40 
A product roundup of electrical applica- 
tion trends for 1961. 


3. Outlook for Markets 
Predictions for six basic 
1961, including industrial, 
commercial, institutional, 
dealer. 

. Distributor Views on 1961 Jan., p. 56 
What distributors say they will face this 
year. 

. Review for Regions Jan., p. 58 
A regional review of electrical distribu- 
tors’ sales during 1960. 


Jan., p. 44 
markets in 
residential, 
utility and 


First Complete Study of Industry 

Now a Book Jan., p. 64 
Comments and quotes from Dr. Lewis’ 
book on marketing patterns and prac- 
tices. 

OEMs Are A Clean and Steady 

Market Mar., p. 44 
Loeb Electric puts knowledge, experi- 
ence and service to good use. 


Prices Will Be Under Pressure Mar., p. 50 
No significant price increases are ex- 
pected this year 


Market Planning Guidebook 


. Determining Your Market Po- 
tential and Position 

. Organizing Your Sales Force 
for Most Efficient Coverage 


. Maximizing Your Sales to Pres- 
ent and New Accounts 


Apr., p. 85 
Apr., p. 86 
Apr., p. 90 


Apr., p. 94 


. Pinpointing Ready Product 

Sales Opportunities Apr., p. 106 
A 32-page special report that will assist 
you in determining your market poten- 
tial for both products and customers 


It May Be Too Late to Get Into 
Industrial Electronics July, p. 62 
An electronics distributor points out the 

pitfalls and possibilities. 
What's New in Lighting? 
What’s New in Light Sources? — Sept., p. 60 
What’s New in Lighting Fixtures? Sept., p. 68 


What’s New in Lighting Acces- 

sories? Sept., p. 78 
A 24-page section on what to expect in 
lighting trends in the '60s. 


Sept., p. 59 


Industry Relations 


Imports: What’s Their Impact? 
An 11-page special report that explores 
the growing problem of imports. 


Feb., p. 61 
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A Net Profit Is Part of the Value 


Added by Distribution Mar.,p.47 | . / 
One distributor philosophizes on results 
brought about by cut-threat competition. | 


Does Time Really Alter Industry 
Problems? Mar., p. 48 
One veteran salesman with Nunn Elec- 


» sn ; a 3 i u f 1 C T U i e i 
Profit Is Not a Dirty Word Apr., p. 128 


A manufacturers’ agent makes a case for 
making money. 


Maniac, avo tte | «OF Christmas Decorative Lighting 
An expansion of “NAED Reports” deals (L. ‘od WILLIAMS of Houston, Texas) 


with duties of commodity committees. 


The Electric Housewares 
Dilemma ___, Aug., p. 53 


One distributor views the problems of th a J N | 0 N Pin-Type Tela 4-305 


the traffic appliance market. 


peace etomaney --EXCLUSIVELY! 


Chicago distributors help to build a big- 
ger market through their local league. 


Chiseling Is Chiseling—Not Com- 

petition Sept., p. 83 
An agent’s assault on ideas he believes 
are being tolerated. 


xeacowm 


Meetings 

Workshops Are Hit at NAED 

Meeting Feb., p. 84 
Regional meeting a success despite 
rainy weather at Palm Beach. 

NAED Moves Ahead in the 

Motor City June, p. 

New Headings for NAED’s New 

Regional Emphasis June, p. 


wc An rom 


Camera Views of the 53rd Con- 
vention June, p. 


Heard at the Convention June, p. 
A 13-page special report on the big con- 
vention in the Motor City 

Custom-Course for Credit Men June, p. 78 
Credit managers attend the NAED 
Credit and Collections Management 
Institute. 

Tailored Sessions Emphasize Indi- 

vidual Sept., p. 88 
New type of seminar is introduced at 
NAED central region meeting in Chi- 
cago. 

Workshops’ Meeting Also Had Its 

Lighter Side Oct., p. 103 
The third annual NAED Eastern Re- 
gion session combined business and 
pleasure. 


They Hardly Stopped Working _ Nov., p. 92 


This was the story at NAED’s Western 
Region Convention at San Francisco. 
Informal Talks Spark Meeting  Nov., p. 98 : 


Workshop highlights seventh annual 


Missouri River Club Convention -through 
The Salesman’s Technical Notes r EXPERIENCE 


Power and Work — Il Jan., p. 68 


Electric Conductors ) Feb., p. 56 a COMPLETE LINE es, 


Electrical Conductors — II Mar., p. 68 CANDELABRA BASE 
Basic Circuit Study Apr., p. INTERMEDIATE BASE 
Magnetism May, p. MEDIUM BASE 
Magnetism — II June, p. and STREAMERS 


Magnetism — III July, p. § ' ply 


Electromagnetic Induction Aug., p. | off ipble from SOCKETS 
; = ) qual gill 

Electromagnetic Induction II Sept., p - f tory a 

Alternating Current Oct., p. (ocal! tock ‘ 


AC Fundamentals Nov., p. | INSULATING Co. 11108 


AC Circuit Analysis Dec.,p.86 | MMMM PARKERSBURG, W. A ee... 
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POWERCRAFT 


PRIMARY 


_ Ss eee 





STOCKS 
FOR IMMEDIATE 
SHIPMEN 


| 

e Contractors, Industrials, and 
Utilities rely on the accuracy 
of these Bus Supports to meet 
exacting service conditions. 
Available for Indoor and Out- 
door Service — flat or pipe 
mounting. Conform to NEMA 
standards. POQWERCRAFT in- 
vites your inquiries on any 
special Bus Support require- 
ment. Other POWERCRAFT 
Products . . . Indoor and Out- 
door Disconnecting Switches, 
Bus Clamps, Power Connec- 
fors, Pipe Frame Fittings for 
1%” LP.S. Pipe, and Clamp 
_ Insulator Supports. 





SEND FOR NEW CATALOG. 


POWERCRAFT CORPORATION 


2215 De Kalb St. 


Phone Prospect 6-4532 
Sinee 1932 





STRINGER 
ANNOUNCES 
TWO NEW 


Catalogue Supplements 


STRINGER, manufacturers of a COMPLETE 
line of quality safety equipment for 17 
years, announces two new iliustrated sup- 
plements to their general catalogue. 


Supplement #+21—8 pages—describes their 
web safety belt line—‘‘the finest and safest 
you can buy’’—for structural and all-pur- 
pose maintenance workers 

Supplement #22, 12 pages in color, shows 
linemen and industrial worker clothing: 
Boots; leather work gloves; hard hats and 
liners; all-purpose work clothing; raincoats 
and hats, and rubber gloves and liners 


.... PLEASE SEND ME 


FREE COPIES OF YOUR 
NEW SUPPLEMENTS 


COMPANY 
NAME 
STREET 

, CITY 


ST. LOUIS 4, MO 


THEY STAY ON 
All VICTOR “MAGIC” CLAMPS 
and STRAPS for Thin and 
Heavy Wall Conduits have 
this time-saving snap-on 
feature. 


Contractors everywhere are 
switching to VICTOR. Cash in 
on this heavy demand. Add 
these fast selling, profitable 
Clamps and Straps to your — HE 
VICTOR products are 
neatly packed, clearly 
and attractively labelled. 
Orders for stock items 
shipped within 24 hours. 


Write forthe new || ~ S&S * 


Victor Strap Catalog. 
Lists over 600 items 





Index of Articles (Cont.) 





Editorials 


1961—At Least It Should Be In- 
teresting and Reflections on DJ's 
Big Win Jan., p. 


The Industry and Imports and 
Nothing Small about Small 
Orders 


The High Cost of Conspiracy 


A Plan For Market Development, 
Double Standard For Price Fixing 
and In Praise of Profit Apr., p. 


Feb., p. 


Mar., p. 


Tightening Up the Operation and 
Heat and Harm, Perhaps Some 
Light May, p. 


Common Situs Picketing—a Bad 
Bill and Senator Goldwater on 
Monopolies 


Boos for Blanket Orders, The 
Door May Be Closing and Punc- 
turing Some Fallacies July, p. 


June, p. 


The Road Back, Denver Shows the 
Way and Finding a Niche Aug., p. 


Lighting Is Looking Up, We Love 
Letters and On Professionalism 
and Ethics Sept., p. 8 


Scrooge Had a Word for It, You 
Should Have Been There and The 
Enemy Within Oct., p. 8 


Price vs Quality and Better Sales 
Aids Nov., p. 8 


No Letup in the Profit- 


Squeeze Dec., p. 8 





NEW LITERATURE 





Aluminum Conduit — Chart shows 
weight comparison for aluminum and 
steel conduit in size range from 2 in 
to 6 in for 100-ft lengths. Conduit 
Sales, Harvey Aluminum, Torrance, 
Calif. 


Farm Wiring—Two books on farm 
wiring problems have been reissued by 
Farm Electrification Bureau of Na- 
tional Electrical Manufacturers Asso- 
ciation. 20-page book, Planning Mod- 
ern Farm Wiring, is designed for 
farmers, contains fundamental infor- 
mation, recommendations, diagrams. 
Specifications for Farmstead Wiring is 
designed for use by those who install 
farm wiring systems; is 16 pages. Both 
books are 25¢ per copy, cheaper in 
larger quantities. Write to NEMA, 
155 E. 44th St., New York 17. 


Starter—Four-page bulletin describes 


Filt out and mail this coupon today to receive 
FREE copies of the new supplements and a free 
copy of general catalogue #15 if Fn. so indicate. 
STRINGER offers an attractive discount pian to 
electrical wholesalers; please ask about it. 


UTILITIES SAFETY 
SUPPLY CO., INC. 


Lee’s Summit, Mo. 


size 3 magnetic starter, which manu- 
facturer claims is 3 smaller. Contains 
: horsepower ratings, dimensions, elec- 
: tro-magnet data, information on sim- 
Wictor SPECIALTIES, INC. ple conversion to unit with push 
775 MAIN ST., NEW ROCHELLE, N.Y button or selector switch. Write for 
Bulletin 14-B3, Furnas Flectric Co. Ba- 
tavia, Ill. 


to fasten Wire, Cable, 
Tubing and Conduit. 











_o Greatest Single Source for Clamps and resmae? 
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